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Outline 

• Quick background on BBNP 
• Vision and goals for Decision Tool 
• Where we are now: the framework 
• Schedule 
• Information sharing and discussion: Activity Map 
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Better Buildings Neighborhood Program 

• Leverage $508M in ARRA and FY10 funding to spur 
nationwide energy efficiency program innovation 

• Target urban, suburban, and rural environments 
• Capitalize on economies of scale  
• Encourage industry partnerships and investment  
• Emphasize sustainability beyond the grant  
• Learn what is effective and replicable 
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Better Buildings is using federal support to promote program 
innovation and market investment   

 



41 grants: $508 million total 
 $1.4M - $40M each 
 Timing: mid-2010 through end 2013 

Better Buildings Neighborhood Locations 



What We Will Accomplish 
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Goals to Leverage Grants for the Market 
• Develop sustainable energy efficiency improvement programs 
• Reduce the cost of retrofit program delivery by 20% or more 
• Achieve 15-30% energy savings from energy efficiency upgrades 

Grant Recipient Goals by Late 2013 
• Retrofit >100,000 buildings (residential and commercial) 
• Use the $508 million grants to leverage $1 to $3 billion in additional resources  
• Create or retain 10,000 to 30,000 jobs 
• Save consumers approximately $65 million annually on energy bills  

Vision 

A self-sustaining market for building energy efficiency retrofits that results 
in economic, environmental, and energy benefits across the United States 



Learning Process Cycle 

Planning 
Clarify What We 
Need to Know 
 

 

Go 
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Decision Tool 
• Step-by-step guidance 
• Options 
• Examples 
• Tools 
• Templates 
• Promising approaches, 

lessons learned, best 
practices 

Data Collection 
• Quantitative (reporting) 
• Qualitative (account 

management, peer 
exchange calls, Google 
Site forum, workshops) 

Analysis & 
Evaluation 

 Review & Revise What 
We Know 

• Quantitative 
• Qualitative 
• Formal Evaluations 

What We Know Now 
     Website 
     Case Studies 
     Program 
Guides & Templates 



Decision Tool Purpose and Scope 

 Share comprehensive lessons for residential 
energy efficiency programs based on learning 
from rapid expansion and experimentation in the 
field through BBNP & HPwES 
 Provide an easily-accessed repository for key 

resources and knowledge 
 Help program administrators plan, implement, 

manage, and evaluate residential energy 
efficiency programs as effectively as possible 
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• Intended audiences: 
1⁰  Program Administrators and Implementers  

– utilities, state energy offices, municipal governments, NGOs 
2⁰  Program and Service-Delivery Partners  

– contractors, financial institutions, marketing firms 
3⁰  Program Evaluators  

 
 
 

Decision Tool Audience 
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Examples 

Promising Approaches, Lessons, 
and Best Practices 

Step-by-step Guidance 

Case Studies 
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Use professional, compelling messaging

• Using behavioral research
• Avoiding “audit” and “retrofit”
• Tapping into social norms
• Attention-grabbing messages

   

California - Statewide Campaig

  Templates 

Decision Tool 
Resources 

Options 

   

  
   

   
 

Charlottesville, VA Boulder County, CO

  

  

Papers and Guides 



3) Engage trusted messengers

• Start with local opinion leaders

• Model success

• Encouraging contact with peers

• Local control

• Get buy-in from local organizations
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2) Language matters

• Words have power – try to fit within existing 
mental frames. 
 DOE uses the terms “evaluation” instead of “audit” 

and “upgrade” instead of “retrofit”.

• Communication style matters, it can require 
training to get right.  
 Vivid examples – mpg for your home
 Personalized information – cost savings, 

comfort, health
 Statements of loss rather than gain – wasting
 Inducing a commitment from homeowners

16

Anchored by Lessons Learned 
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1) Identify the target audience

You will not be able to convert everyone into a 
sale and it will likely be prohibitively expensive 
to try.
• Focus on the early adopters in the beginning.

• Use focus groups and market segmentation research to identify the 
target audience; understand the specific barriers and effective 
messages to reach this audience.

• Consider targeting by:
o Demographics
o Values
o Hot issues
o Potential for savings
o Entry point
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Segment Audiences: Focus resources 
on key stakeholders and tailor tactics to 
meet their needs

1 Using the ”Right” Words: Use plain 
language and  create messages that resonate 
with the audience such as cost savings, 
comfort, health,  and convenience

2
Trusted Messenger:  Leverage opinion 

leaders or trusted members of the 
community to promote key message s
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Word of Mouth: Give people something to 
talk about, point to, and share with their 
friends and networks.

4
Peer-to-Peer Comparisons and 

Incentive Structures: Use group social 
behavior to incentivize users to commit  and 
follow through with actions

5

Make it easy. The fewer steps, the more 
likely someone will follow through.

6

Promising approaches have been identified based on research and past experience

Promising Approaches



Accessing Decision Tool Info 

• Information tagged for local market variables: 
 Contractor availability (e.g., nascent vs. mature network of HP 

contractors) 
 Target market segment (e.g., moderate income, single-family, multi-

family) 
 Source of funding & budget (e.g., grant vs. ratepayers vs. market-rate) 
 Policy environment (e.g., EE favorable utility policies, building energy 

disclosure) 
 Price of energy (e.g., high oil prices in NE vs. low electricity rates in SE) 
 Organization type (e.g., utility vs. NGO vs. state/local government) 
 “Start-ups” vs. mature program  
 Pilot vs. full scale 
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• Multiple pathways to information:  
1. Searchable resources/content 
2. Comprehensive step-by-step guidance 
3. Combined: decision points with tagged examples 

 



Accessing: Filter Results 

Example Results:  
≈ 60% Type A (Blue) 
≈ 30% Type B (Green) 
≈   0% Type C (Yellow) 
≈ 10% Type D (Purple) 
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“We anticipate you will find blue examples most relevant 
and green examples also of interest. Yellow examples 
are not likely to reflect experiences in your local 
market.” 



WHERE WE ARE NOW 
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Initial Development of Decision Tool Framework 
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March - April 2012: 
Framework 

Development 
• DOE program guides 
• Literature review 
• BBNP workshops and peer 

calls 

May-June 2012:  
Initial Review and 

Consultation 
• Federal Agencies 

June - July 2012:  
Feedback from Key 

Partners & Intended Users 
• Feedback from  EE NGOs and 

programs 
• Identification of complementary work 
• REES conference input and ideas 



 
Solidifying Decision Tool Framework 

• Cataloging System for Resources:                             
All key EE program guidance and lessons will have 
a home (or multiple tags) within the framework 
 Complete, consistent, and clear organizational structure 
 Facilitates quick search and access to most useful resources 

• Architecture for Step-by-Step Decision Tool:   
Leads different audiences through program 
strategy, planning, implementation, and 
evaluation 
 Multiple “entry points” for audiences with differing needs 
 Range from cross-cutting institutional and service-delivery 

considerations to very specific program-design choices 
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The draft 
Decision Tool 
framework 
drew on many 
existing guides 
and resources 
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Major Decision Framework Components 

Program 
Design and 
Customer 

Experience 

Institutional 
Design and 
Business 

Model  

Data and 
Impact 

Evaluation 

Driving 
Demand 

Financing 
and 

Incentives 

Workforce 
and 

Contractor 
Relationships 

Who Are You? What Do You Do? 
How Well Do You 

Do It? 



Each component is broken down 
into consistent strategy-
planning-implementation & 
evaluation phases 

   

Program 
Design and 
Customer 

Experience

Institutional 
Design and 
Business 

Model 

Data and 
Impact 

Evaluation

Driving 
Demand

Financing 
and 

Incentives

Workforce 
and 

Contractor 
Relationships

Who Are You? What Do You Do?
How Well Do You 

Do It?

Strategy 

• A. Assess the Market 
• B. Set Goals and Objectives 
• C. Identify Partners 
• D. Make Design Decisions  

Planning 

• E. Develop Implementation Plans 
• F. Develop Process and Impact Evaluation Plans 

Implement-
ation and 

Evaluation 

• G. Develop Resources 
• H. Deliver Program  
•  I. Evaluate and Improve Processes 
• J. Evaluate and Communicate Program Impacts 



Decision Tool Architecture: Each Stage in Each 
Component Contains Guidance & Resources 
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Components: 
Move top to bottom, not 
necessarily left to right 
Stages: 

Institutional 
Design and 

Business Model  

Program Design and 
Customer Experience 

Driving 
Demand 

Financing 
and 

Incentives 

Workforce and 
Contractor 

Relationships 

Data and 
Impact 

Evaluation  

A. Assess the Market Assess 
opportunity space 
•Customers 
•Competitors 
•Funding 
•… 

Program opportunities, 
barriers,  & rationale 
•Building stock 
•Current energy service 
offerings by others 
•… 

Assess 
potential 
audiences 
•… 

•… 
•… 

•… 
•… 

•… 
•… 

B. Set Goals and 
Objectives 

Establish mission, 
vision, goals 
•… 

Program goals 
•… 

Marketing 
objectives 
•… 

•… •… •… 

C. Identify Partners •… •… •… •… •… •… 
D. Make Design Decisions  •… •… •… •… •… •… 
E. Develop Implementation 
Plans 

•… •… •… •… •… •… 

F. Develop Process & 
Impact Evaluation Plans 

•… •… •… •… •… •… 

G. Develop Resources •… •… •… •… •… •… 
H. Deliver Program  •… •… •… •… •… •… 
I. Evaluate and Improve 
Processes 

•… •… •… •… •… •… 

J. Evaluate & Communicate 
Program Impacts 

•… •… •… •… •… •… 
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Strategy 

• Assess potential audiences for EE upgrade marketing and outreach 
• Establish/refine marketing and outreach goals, objectives, and targets 
• Identify and consult with marketing and outreach partners 
• Make key decisions about marketing and outreach program design, 

including target audiences, key messages, and strategies 

Planning 

• Develop marketing plan 
• Develop marketing process evaluation plan and measures 

Implementation 
& Evaluation 

• Develop marketing and communications materials 
• Implement marketing program delivery activities 
• Assess marketing and outreach effectiveness; adapt efforts as needed 
• Communicate impact evaluation results to marketing stakeholders 

Example: Driving Demand  



NEXT STEPS 
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Path Forward for Populating the Framework 
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July – Dec. 2012: 
User Needs and Design 

Options 
• Solicit user needs for decision tool 
• Scope tool features & software 

options 
• Contract tool creator 
• Continue gathering resources 

Dec. 2012 – May 2013: 
Tool Development 

• Build & populate decision tool 

May – Dec. 2013: 
Tool Release 

• Publicize widely 
• Review, refine, ID gaps 
• Continue adding resources 

July 9-11, 2012  
Feedback from Key Partners & Intended Users 

• Feedback from  EE NGOs and programs 
• Identification of complementary work 

• REES conference input and ideas 



Information Sharing and Discussion 

• What initiatives and products have you developed or are 
you developing now (e.g., reports, case studies, tools, 
training resources)? 
 What is the scope and focus? 
 Who are the audiences? 
 What is the timing? 

• What opportunities do you see for coordinating and 
collaborating on efforts to support residential energy 
efficiency program partners with tools and resources? 

• Do you have any comments or suggestions for the decision 
tool / framework itself? 
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APPENDIX I 
Decision Tool Details 
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Strategy 

• Assess opportunity space 
• Establish/update institutional mission, vision, and goals 
• Affirm/revise institutional partners 
• Make/revise key decisions about business model 

Planning 

• Develop/revise key institutional plans 
• Establish plans for continuous improvement 

Implementation 
& Evaluation 

• Develop institutional resources 
• Assess institutional effectiveness and adapt as needed 
• Draw on program impacts and lessons to inform policy development 

Institutional Design and Business Model  
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Strategy 

• Assess program opportunities and barriers; develop program rationale 
• Establish overall program goals and objectives 
• Identify key program administration and delivery partners 
• Make key decisions about overall program approach 

Planning 

• Develop program implementation plan 
• Develop plan for evaluating customer experience and overall program 

delivery 

Implementation 
& Evaluation 

• Develop program management resources 
• Implement program management activities 
• Assess overall program effectiveness and adapt as needed 
• Communicate impact evaluation results to program partners 

Program Design and Customer Experience  
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Strategy 

• Assess market demand for EE financing; identify potential partners & products 
• Establish/refine financing and incentives goals, objectives, and targets 
• Identify and consult with financial partners 
• Make key decisions about financing and incentive program structure, products, 

and marketing channels 

Planning 

• Develop financing plan 
• Develop financing process evaluation plan and measures 

Implementation 
& Evaluation 

• Develop materials describing financial products and incentives 
• Implement financing program delivery activities  
• Assess financing/incentives effectiveness and adapt efforts as needed 
• Communicate impact evaluation results to financing stakeholders 

Financing and Incentives 
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Strategy 

• Assess workforce skills and size necessary to meet market needs 
• Establish or refine specific workforce goals, objectives, and targets 
• Identify and consult with contractors and other workforce partners 
• Make key decisions about workforce program and approach 

Planning 

• Develop workforce plans 
• Develop workforce process evaluation plan and measures 

Implementation 
& Evaluation 

• Develop workforce materials and resources 
• Implement workforce program delivery activities  
• Assess workforce strategy effectiveness, motivate continuous 

improvement, and adapt efforts as needed 
• Communicate impact evaluation results to stakeholders and partners 

Workforce and Contractor Relationships 
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Strategy 

• Assess data needs and IT system options  
• Establish or refine impact-evaluation goals and objectives 
• Identify and consult with data and impact evaluation partners 
• Make key decisions about data and impact evaluation approach 

Planning 

• Develop data collection plan 
• Develop impact evaluation plan 

Implementation 
& Evaluation 

• Develop data and impact evaluation systems, materials, and resources 
• Implement data and impact evaluation program activities 
• Assess effectiveness of data collection/exchange; adapt as needed 
• Conduct overall program impact evaluation and gather/communicate 

lessons learned 

Data and Impact Evaluation 



Early Example of Step-by-Step Guidance  
= Current BBNP website 

30 www.betterbuildings.energy.gov/neighborhoods/run_program.html 

http://www.betterbuildings.energy.gov/neighborhoods/run_program.html


Example Form 
•Contractor 
participation 
agreement 

•Website RFP 

Website 
Innovation 
Example 
•Energy advisors 
•Equipment 
loans for 
contractors 

Website Text 
Box Example 
•Market 
assessment 

•Launching 
during a lull 

Website 
Program 
Profile 
•All grantees 
profiled 

Case Study 
•Working with 
contractors 

•Neighborhood 
sweeps 

More content, greater LOE to develop, additional level of detail 

Website 
Promising 
Examples 
•Retrofit 
completion 
certificates 

•Contractor 
cash flow 

Peer Call / 
Webcast 
•Effective 
incentive levels 

•MF/low-income 
strategies 

Template 
•Implementation 
plan template 

•Utility waiver 

Conference 
Presentation 
•OPAE (10/11) 
•BECC (11/11) 

Policy Brief 
•Contractor 
sales training 

White Paper 
•Driving 
Demand report 

•Middle Income 
paper 

Program 
Guide 
•Run a Program 
(BBNP 
website) 

•Program 
Design Guide 

Individual 
Grantee 
Focus 

Multiple 
Grantees 
& Topical 

F. 

G. 

H. 

I. 

J. 

K. 

L. 

B. 

A. 

C. 

D. 

E. 
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Full Complement of Document Types 



What Do We Call “Lessons Learned”? 

New, relatively 
untested 

• Innovation 

Anecdotal evidence 

• Promising 
Approach 

Qualitative data & multi-
source anecdotal evidence 

• Lesson 
Learned 

Mature, fully supported, 
multi-source quantitative 
evidence 

• Best Practice 

32 

BBNP Evidence Progression 


	Better Buildings Neighborhood Program Decision Tool
	Outline
	Better Buildings Neighborhood Program
	Better Buildings Neighborhood Locations
	What We Will Accomplish
	Learning Process Cycle
	Decision Tool Purpose and Scope
	Decision Tool Audience
	Slide Number 9
	Anchored by Lessons Learned
	Accessing Decision Tool Info
	Accessing: Filter Results
	Where we are now
	Initial Development of Decision Tool Framework
	�Solidifying Decision Tool Framework
	Slide Number 16
	Major Decision Framework Components
	Each component is broken down into consistent strategy-planning-implementation & evaluation phases
	Decision Tool Architecture: Each Stage in Each Component Contains Guidance & Resources
	Slide Number 20
	Next steps
	Path Forward for Populating the Framework
	Information Sharing and Discussion
	Appendix I
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Slide Number 29
	Early Example of Step-by-Step Guidance  = Current BBNP website
	Full Complement of Document Types
	What Do We Call “Lessons Learned”?



